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I Digital trends in retail
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I Top 3 digital trends in retail globally
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From ecommerce to 
mcommerce

Technology is 
improving customer 

experience

Online retail grows 
faster than 

traditional retail



Online retail is experiencing significantly stronger growth 
in sales than retail as a whole

In 2016 in U.S, online retail grew 7.4x more than total retail (excluding online) 

Source: U.S Census Bureau, Bloomberg, Strategy & Analysis, 2016



Shopping on smartphones is getting easier
In 2016 global mobile sales made up 34% of all e-commerce transactions around the world, and 
it’s projected to grow 31% in 2017 

Source: Worldwide Retail Ecommerce Sales: The eMarketer Forecast for 2016



Technology allows to bridge the gap between offline and 
digital

Alibaba provides immersive 
experience by allowing to shop via 
virtual reality with help of VR/AR 

Source: KPMG, Global retail trends of 2017

Monsoon Accessorize provides customers 
with e-receipts that gives them personalized 

offers based on their online and offline 
purchase habits

https://www.youtube.com/watch?v=-HcKRBKlilg




Digitalization Seamless checkout Less brick and mortar 
shops

Poles think that there will be far 
less brick and mortar shops in 

2030

Believe that majority of shops 
will provide digital services to 

its customers

Poles expect that standard 
checkout counter will be 

replaced by electronic or mobile 
payments

I How Polish consumer expect retail to change in 2030?

87% 86% 77%

Source: “Przyszłość zakupów”. Najważniejsze trendy w retail teraz i w roku 2030”, Comarch, Kantar TNS, 2016  



I Role of mobile in retail of the future

Source: “Przyszłość zakupów”. Najważniejsze trendy w retail teraz i w roku 2030”, Comarch, Kantar TNS, 2016  

    Poland            Germany        Switzerland    The Netherlands Italy   Great Britain

Personalized offer delivered in real time 
during visit in a store

Personalized offer delivered in real time when 
in close proximity to a store

In-store navigation in smartphone in order to 
find product in a store
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Kolejny rok mobile :-)
& UX



Ponad POŁOWA wyszukiwań 
pochodzi z urządzeń mobilnych (globalnie)



PL

Smartphone use in the population

Base: Online pop 16+, n=778
Source: Connected Consumer survey 2012-2016

76%
OF PEOPLE 16+ 

USE A SMARTPHONE
2012 2013 2014 2015 2016

% online pop who access the internet via smartphone 
at least as often as via desktop computer



PL
Question asked : 19.1_2_3 : Touch points used via smartphone 

Base: All product buyers, PL n=2077
Source: Mobile in the Path to Purchase survey 2016
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PL

Using smartphones with other devices for product research

Question asked : Q38 : How would you describe the way you used different devices to research for the product?
Base: All product buyers who researched on smartphone plus at least 1 other device,

All products n=783, Skincare n=144, Laptops n=178, Car insurance n=152, Clothing & footwear n=174, Home furnishings n=133 Source: Mobile in the Path to Purchase survey 2016

Of those who researched on smartphone 
and at least one other device research, 

% who researched:

Skincare

Laptops

Car insurance

Clothing & footwear

Home furnishings

mainly on smartphone
mainly on other 

device(s)

equally on 
smartphone & 
other device(s)

29%
RESEARCH MAINLY 
ON SMARTPHONE

ACROSS ALL 
PRODUCTS



PL
Question asked : Q10 : How did you buy?

Base: All product buyers, PL n=2077
Source: Mobile in the Path to Purchase survey 2016

Use of smartphone to purchase, across products
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Source: Monetate Ecommerce Quarterly, global stats

http://www.monetate.com/resources/benchmarks-research/?p=research/


Source:  Lorem ipsum dolor sit amet, consectetur adipiscing elit. Duis non erat sem
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Purchase journey is getting more complex

Source: KPMG 2017 Global Online Consumer Report
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Cross-device conversions measure users that start with a click on 
one device and convert on another



Source:  Lorem ipsum dolor sit amet, consectetur adipiscing elit. Duis non erat sem

Proprietary + ConfidentialChoosing of attribution model is crucial
SIMPLE MODELS

Aggressive growth strategyConservative growth strategy

Time Decay Linear Position-Based First ClickLast Click

Custom Rules-Based

COMPLEX MODELS

P

Data-Driven



Source:  Lorem ipsum dolor sit amet, consectetur adipiscing elit. Duis non erat sem
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Data Driven model

X
CVR : 10%

Influence on conversion rate: +150%

CVR : 25%



Source:  Lorem ipsum dolor sit amet, consectetur adipiscing elit. Duis non erat sem
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Source: Google Webmaster Central Blog, “#MobileMadness: a campaign to help you go mobile-friendly”, April 27 2015

Encountering 
unplayable videos

Getting redirected to 
the homepage

Waiting for slow 
pages to load

Being shown 
interstitials

Other 

14%

13%

46%

16%

11%

“What do you dislike most when browsing the web on your 
mobile device?”

https://webmasters.googleblog.com/2015/04/mobilemadness-campaign-to-help-you-go.html?utm_source=feedburner&utm_medium=email&utm_campaign=Feed:+blogspot/amDG+(Official+Google+Webmaster+Central+Blog)
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www.testmysite.withgoogle.com
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Source: https://testmysite.withgoogle.com/
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“1-2 seconds: Good

3-6 seconds: Average, but try to improve it.

7-10 seconds: Poor. Get to work.

10+ seconds: I’m very, very sorry.

–Jeremy Smith, Conversion Optimization Expert

Source: "Why Page Load Time Matters for Conversion Optimization"

http://www.jeremysaid.com/page-load-time-matters-conversion-optimization/
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49% of people will abandon a website if it 
takes longer than 10 seconds to load.

    – kissmetrics infographic

Source: kissmetrics infographic

https://blog.kissmetrics.com/loading-time/?wide=1
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Page speed = $$$
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Faster means fewer bounces

Source: SOASTA, 2015
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1.9% 
conversion rate

Source: SOASTA Case study (September 1st, 2015)

1.5% 
conversion rate
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Faster means more conversions

2.4 2.7 3.0 3.3 3.6 3.9 4.2 4.5 4.8 5.1 5.4 5.7 6.0 6.3 6.6 6.9 7.2 7.5 7.8 8.1 8.4 8.7 9.0 9.3 9.61.2 1.5 1.8 2.1

Mobile pages that 
load 1s faster see up 

to 27% increase in 
CvR

http://www.soasta.com/blog/mobile-web-performance-monitoring-conversion-rate/


Proprietary + Confidential

2% slower

2%
fewer 

searches/user

400ms faster

9% 
more 
traffic

100ms faster

1% 
more 

revenue

More wins!  Speed = Business Impact

37% faster

70% 
increase in mobile 
revenue per user

80% faster

108% 
increase in ads 
interaction rate

5s faster 

25% 
more pageviews, 

7-12% more revenue

Faster pages

more 
page views

http://assets.en.oreilly.com/1/event/29/Keynote%20Presentation%202.pdf
http://assets.en.oreilly.com/1/event/29/Keynote%20Presentation%202.pdf
http://assets.en.oreilly.com/1/event/29/Keynote%20Presentation%202.pdf
http://assets.en.oreilly.com/1/event/29/Keynote%20Presentation%202.pdf
http://www.slideshare.net/stoyan/dont-make-me-wait-or-building-highperformance-web-applications#btnNext
http://www.slideshare.net/stoyan/dont-make-me-wait-or-building-highperformance-web-applications#btnNext
http://www.slideshare.net/stoyan/dont-make-me-wait-or-building-highperformance-web-applications#btnNext
http://www.slideshare.net/stoyan/dont-make-me-wait-or-building-highperformance-web-applications#btnNext
http://radar.oreilly.com/2008/08/radar-theme-web-ops.html
http://radar.oreilly.com/2008/08/radar-theme-web-ops.html
http://radar.oreilly.com/2008/08/radar-theme-web-ops.html
http://radar.oreilly.com/2008/08/radar-theme-web-ops.html
https://www.internetretailer.com/2014/02/06/responsive-design-has-awakened-fathead-new-mobile-reality
https://www.internetretailer.com/2014/02/06/responsive-design-has-awakened-fathead-new-mobile-reality
https://www.internetretailer.com/2014/02/06/responsive-design-has-awakened-fathead-new-mobile-reality
https://www.internetretailer.com/2014/02/06/responsive-design-has-awakened-fathead-new-mobile-reality
http://digiday.com/publishers/gq-com-cut-page-load-time-80-percent/
http://digiday.com/publishers/gq-com-cut-page-load-time-80-percent/
http://digiday.com/publishers/gq-com-cut-page-load-time-80-percent/
http://digiday.com/publishers/gq-com-cut-page-load-time-80-percent/
http://www.scribd.com/doc/16877317/Shopzillas-Site-Redo-You-Get-What-You-Measure
http://www.scribd.com/doc/16877317/Shopzillas-Site-Redo-You-Get-What-You-Measure
http://www.scribd.com/doc/16877317/Shopzillas-Site-Redo-You-Get-What-You-Measure
http://www.scribd.com/doc/16877317/Shopzillas-Site-Redo-You-Get-What-You-Measure
http://assets.en.oreilly.com/1/event/29/The%20Secret%20Weapons%20of%20the%20AOL%20Optimization%20Team%20Presentation.pdf
http://assets.en.oreilly.com/1/event/29/The%20Secret%20Weapons%20of%20the%20AOL%20Optimization%20Team%20Presentation.pdf
http://assets.en.oreilly.com/1/event/29/The%20Secret%20Weapons%20of%20the%20AOL%20Optimization%20Team%20Presentation.pdf


Proprietary + Confidential

Let me give you the pain upfront. 
Your target for latency is 
one second.
Jeff Bezos 

“
”
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Retail sites are the fastest

Average site speed for retail
across all countries is 3.8 seconds
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… especially in Germany

German retail sites page speed
average is 3.6 seconds

3.9

3.9

3.7

3.9

4.1

3.7

3.6



Confidential + ProprietarySource:  Lorem ipsum dolor sit amet, consectetur adipiscing elit. Duis non erat sem

RE
TA

IL
All countries fail benchmark (2+ secs)

GOOD POOR CRITICAL

FI
N

A
N

CE

3.6

3.8

3.8

GOOD POOR CRITICAL

… with Travel “Critical”

TR
A

VE
L

4.9



Confidential + Proprietary

Speed Engagement Conversion Retention

Accelerated Mobile Pages

Progressive Web Apps

Web Payments

Identity & Seamless Sign In

What technology can help me?
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4x
faster

<1 sec
median load times

10x
less data



Confidential + Proprietary

Progressive Web Apps (PWA)

Raising the bar for new mobile web experiences.

Fast Reliable Engaging

Note: These experiences are possible thanks to technology like ‘service worker’ (and others) 

https://developers.google.com/web/fundamentals/getting-started/primers/service-workers
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Speed Engagement Conversion Retention

Accelerated Mobile Pages

Progressive Web Apps

Web Payments

Identity & Seamless Sign In

What technology can help me?
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97%

Source: http://www.google.com/wallet/business/payments/

120 taps

http://www.google.com/wallet/business/payments/




  Checkout using Google Pay From 120 
to 2 taps!
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Najważniejsze są testy :-)
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I ludzie :-)
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Dziękuję


